Inf 'orrmtion  centers 


Sign  Up  for  V/ Update  today! 


the 

celebration 
and  save 


BUSINESS  REPLY  MAIL  I 

FIRST  CLASS  PERMIT  NO.  55  NEPTUNE,  NJ  07754 

POSTAGE  WILL  BE  PAID  BY  ADORESSEE 

COMPUTERWORU) 

CIRCULATION  DEPARTMENT 
P.O.  Box  1565 
Neptune,  NJ  07754-9916 


BUSINESS  REPLY  MAIL  ] 

FIRST  CLASS  PERMIT  NO.  55  NEPTUNE.  NJ  07754  | 
POSTAGE  WILL  BE  RAID  BV  ADORESSEE 

COMPUTERWORU) 


CIRCULATION  DEPARTMENT 
P.O.  Box  1565 
Neptune,  NJ  07754-9916 


INFORMATION  CENTERS 


in  focus 


MIS,  INFO  CENTERS  CLOSE  THE  BREACH 

organization’s  MIS  setup  by  forming  two  disjointed  information  systems  environments  —  one  for 
end  users  and  another  for  DP  professionals.  MIS  can  bring  these  two  factions  together  by  cultivat¬ 
ing  the  best  qualities  of  each  group  to  establish  a  single,  corporatewide  information  systems  strate¬ 
gy.  By  Vaughan  Merlyn.  Page  12. 

END  USERS  NEED  NOT  APPLY  Where  do  the  career  paths  of  information  center 

employees  lead?  Rarely  into  MIS,  experts  agree.  Find  out  why  info  center  personnel  find  it  hard  to 
make  the  leap  to  information  systems  professionals.  By  Stan  Kolodziej.  Page  25. 

IDENTITY  CRISIS  The  primary  goal  of  the  information  center  remains  the  same,  namely,  to 

give  end  users  the  necessary  skills  and  tools  to  take  advantage  of  the  power  of  computing.  However, 
a  recent  survey  found  that  info  centers  are  undergoing  changes  in  the  benefits  they  provide,  the 
obstacles  they  must  face  and  the  scope  of  then-  power.  Can  they  pass  from  adolescence  to  maturity? 
By  Beatrice  Garcia.  Page  15. 
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between  information  centers  and 
MIS  is  some  tin 

The  centers’ in _ 

dent  attitude,  their  a _ _  _ 

the  ear  of  top  management  and  their 
financial  savvy  have  combined  to 
make  these  end-user  strongholds  a 
challenge  to  the  old  guard  of  MIS. 
Page  17. 

Organized  along  new  lines 

By  Theodore  Klein.  The  success  of 
information  centers  will  inevitably 
lead  to  their  extinction,  some  indus- 


iyzes  how  the  information  centers  of 
today  are  forming  the  basis  for  an 
inevitable  move  to  distributed,  de¬ 
partmental  processing.  Rage  27. 

Coping  with  applications 

By  Rebecca  Hurst.  Most  informa- 


gle  end-user  application  develop¬ 
ment  and  support  if  they  are  to  re¬ 
main  effective.  Read  about  how 


framing 
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Training  is  still. <_ _ 

the  primary  function  of 
most  information  centers. 
The  market  for  training 
tools  has  blossomed  and 
ranges  from  one-on-one  in¬ 
struction  to  highly  auto¬ 
mated  and  customized 
methods.  Let  Features  Edi¬ 
tor  Michael  Tucker  show 
you  what  products  and  ser¬ 
vices  are  out  there  so  you 
can  get  the  most  for  your 
money.  Section  begins  on 
page  21. 
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Including  your  letters  to  us.  Page  3. 
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Analyst:  Info  centers  should  dowr 
play  their  training  role.  Page  4. 


Products 

Tech  Talk  on  emotive  machines; 
Multifinder  and  HyperCard;  Unisys 
A  series;  CBT  tools.  Page  39. 

Blue  Beat 

DeidreDepke  on  how  Apple’s  wily 
ways  affect  IBM.  Page  39. 


Industry  events.  Page  43. 

The  Insider 

Thomas  Roberts  on  the  survival  of 
the  corporate  info  center.  Page  44. 
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Survival  of 
the  fittest 


nformation  centers  have  come  a  long  way,  mostly  be¬ 
cause  end  users  have  come  a  long  way.  It  is  not  easy  to 
keep  up  with,  let  alone  stay  ahead  of,  the  changing  needs 
of  end  users.  While  it  may  be  extreme  to  state  that  today's 


‘OS/3’ operating  system 
may  already  be  on  the  market 


Intel  Corp.  803*6  micro  c 
The  PC/MOS  product 


FOCUS  3 


Q  AND  A 


Shaku  Atre 


Long  considered  training  specialists,  info 
centers  must  branch  out  to  stay  vibrant 


DataEase. 

The  tool  for  the 
applications^eneration. 


l  now  almost  everyone  knows  what  a 
an  do  for  them.  The  problem,  though, 
lost  people  is  getting  the  PC  to  doi 


ople,  is  getting  t 
i  powerful  appli 


diateV  with  DataEase  Even  people  with 
no  PC  experience  Because  DataEase  lets 
you  concentrate  on  what  you  want  to  do 
instead  of  how  to  get  the  PC  to  do  it.  Menu 
and  prompts  help  you  set  up  your  farms, 
files  and  reports  while  DataEase  does  the 
programming  for  you. 
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WITHOUT  DAIA  GENERAL,  INTEGRATING  YOUR 
SYSTEMS  IS  LIKE  MIXING  OIL  AND  WATER 


nsgemimmii 

DATA  GENERAL. 


data  and  computer  systems  together 

Data  General’s  Business  Automation  Systems  integrate  all 
these  vital  elements.  Which  gives  your  company  one,  accessible 
information  flow. 

Our  industry-leading  CEO®  software  gives  you  the  most 

Graphics.  Decision  support.  Tools  that  help  you  make  faster,  bet¬ 
ter  informed  business  decisions. 

Then  we  take  you  lurther.  By  letting  you  integrate  your  exist¬ 
ing  applications. 

Our  communications  story  is  second  to  none.  Wfe  give  you 
the  most  complete  IBM  compatibility  We  also  adhere  to  industry 


performance.  And  give  you  a  low  cost  of  ownership,  along  with 
service,  training  and  support. 

Todav.  over  165,000  CEO  users  have  discovered  true  inte- 
- u-n  To  agate  the  best  possible  blend 


grated  bu 
foryourb 


4400  Computer  Drive,  MS  C-228,  Wfestboro,  MA01580. 


IrDala  General 

a  Generation  ahead. 
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Product 

Information 


Push  a  button.  Pull  a  lever.  Push  a  button. 

It’s  that  easy  to  switch  from  computer  paper  to  letterhead 
using  a  Fujitsu  DX2000  Series  9-wire  dot  matrix  printer. 

There's  no  wrestling  with  continuous  forms  or 
optional  tractors.  No  wasting  time  loading  and  unloading 
paper.  And  automatic  feeding  of  cut  sheet  paper  is 
fester  with  the  optional,  single-bin  sheet  feeder. 

More  Efficient,  More  Productive. 

Now  you  can  choose  from  four  printers  that  can 
produce  between  111  and  135  lines  of  copy  per  minute. 

Or  an  average-size  memo  in  draft  quality  in  just  11  seconds. 

Print  speeds  range  from  44-54  characters  per  second 
in  near-letter  quality  mode,  to  220-324  cps  in  draft 
quality  depending  on  which  model  you  choose. 

Each  printer  can  create  letters,  spreadsheets,  descrip¬ 
tive  charts  and  professional  graphs.  For  brilliant  7-color 
printing,  you  can  get  an  easy-to-install  optional  color  kit 
Quiet,  Reliable,  0  .npatible. 

Listen.  The  DX2000  printers  are  quiet 

What’s  more,  they  can  give  you  years  of  trouble-free 
printing  without  taking  time  off. 

And  that’s  not  all.  Each  printer  is  compatible  with  the 
most  popular  software  packages,  using  Epson*  FX80,  JX80, 


IBM*  Graphics  Printer*  or  IBM  Proprinter*  commands. 

For  pricing,  more  information  and  a  demonstration 
of  the  DX2000  series  or  any  of  our  complete  line  of 
daisywheel,  dot  matrix,  band  or  laser  printers,  call. 
800-626-4686. 

Make  the  easy  switch  to  Fujitsu  printers. 


FUJITSU 


FOR  MORE  INFORMATION  ON  THE  DX2000  SERIES  PRINTERS.  CALL  800-626-4686 
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LEVERAGE  THE  POTENTIAL, 


1  800  PLAN  LCS 
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MIS,  ICs 
close 

the  breach 

BY  VAUGHAN  MERLYN 

Although  once  considered  radical,  the  information  center  approach  to 
i  supporting  end-user  computing  has  become  commonplace.  So  com- 
^  monplace,  in  fact,  that  there  is  a  danger  that  a  subtle  but  impor¬ 
tant  evolution  taking  place  within  info  centers  may  be  missed  by  many  who 
should  otherwise  guide  it. 

It  is  important  to  understand  the  forces  that  are  shaping  the  information  cen- 
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Info  center 
identity  crisis 


BY  BEATRICE  GARCIA 


S  personal  computers  swept  through  organizations,  they  brought  problems  with  them.  Manage- 
ment  realized  that  if  it  did  not  ride  the  wave  of  information  technology,  that  wave  would  quickly 
erode  corporate  standards  and  control.  With  the  belated  blessing  of  corporate  management, 
end-user  computing,  started  by  vigilante  committees  of  frustrated  business  users,  resurfaced  as  formal 
information  centers. 

While  corporate  America  now  embraces  the  concept,  the  information  center  is  still  in  its  adolescence. 


b  with  the  soft* 
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Power  tug-of-war 
betweenMIS,  ICs 


I  he  information  center  was  doing  very  well.  Like  most  information  centers,  it  had  started  out  with 
few  expectations  from  MIS,  but  after  several  years,  the  info  center  had  established  a  growing  rap¬ 
port  and  support  from  end  users. 

The  info  center  was  doing  a  good  job  in  getting  the  ear  of  top  management  as  well,  something  MIS  had 
been  striking  out  with  recently.  As  a  result,  the  information  center  seemed  to  be  growing  more  indepen¬ 
dent.  In  a  short  period,  its  policies  had  changed  direction  and  were  not  always  in  sync  with  those  of  MIS. 


center/MIS  relationships,”  claims  | 
David  Phillips,  president  of  David 
Phillips  Associates,  Inc.,  a  New 


i  Phillips  reports. 

John  Plunkett,  project  manager  for  infarma- 


who  also  tend  to  be  technical  novices^*8'"* 
Phillips  says  that  mfo  center  self-marketing 
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End  users 
need  not 
apply 


aul  Schaeffer  likes  to  tell  his  people  to  get  out  more  often. 

Schaeffer,  manager  of  information  center  office  systems  at 
the  Public  Service  Indiana  utility  in  Plainfield,  Ind.,  advises  his  infor¬ 
mation  center  staff  to  get  to  know  its  users’  businesses.  When  his  staff 
members  get  to  know  the  business,  Schaeffer  reasons,  that’s  when 
their  own  business  will  grow. 


PCnser 
careers  don’t 
lead  to  MIS 
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Coping  with 
application  demand 

Info  center  managers  teU  their  stories 


BY  REBECCA  HURST 


Developing  applications  for  end  users  has  put 
many  information  centers  somewhere  be¬ 
tween  the  proverbial  rock  and  a  hard  place. 
On  one  side,  these  centers  are  being  asked  to  introduce  an 
increasing  variety  of  microcomputer  hardware  and  soft¬ 
ware  products.  From  the  other  side,  they  face  growing  de- 
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Computerworld  Focus 


Jenkins  was  disinclined 
share  his  copy  of  Compwfer/yorlcf 
vnilh  his  co/Zeaques. 


And  we  don’t  blame  him.  With  news  and 
information  so  vital  to  his  work,  he  wants  to 
hang  on  to  his  copy. 

That’s  why  we’re  offering  you  your  own 
subscription  to  COMPUTERWORLD  for  just 
76*  an  issue. 

A  week’s  worth  of  news  for  76t. 

That’s  right.  For  just  76$  an  issue,  you  can 
find  out  what  you  need  to  know.  When  you 
need  to  know  it. 

You’ll  see  what  products  breakthrough.  And 
what  products  break  down.  You’ll  get  the  news 
and  views  of  the  industry.  And  the  ads  and 
advice  of  its  leaders. 

In  feet,  with  COMPUTERWORLD  on  top 
of  your  desk,  you’ll  be  on  top  of  your  job. 


And  there’s  more... 

In  addition  to  your  51  issues  of  COMPUTER- 
WORLD,  you’ll  get  -  absolutely  FREE. . . 

•  12  issues  of  COMPUTERWORLD  FOCUS  - 
an  in-depth  exploration  of  a  single  critical 
topic  each  month:  communications,  data 
security,  PCs,  Information  Centers... 

•  Our  special  Spotlight  section  twice  a  month. 
Head-to-head  product  comparisons  with  an 
at-a-glance  ratings  chart.  Security  products, 
LANs,  graphic  workstations. ..a  different 
product  in  each  issue. 

Call  today.  Because  not  having  your  own 
COMPUTERWORLD  can  be  dangerous  to 
your  career. 

1-800-255-6286 

(in  NJ  call  1-800-322-6286) 
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develop  applications. 
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INTEREST 

It  often  seems  that  information  centers 
can ’t  do  anything  wrong,  and  MIS  can ’t 
do  anything  right.  MIS  is  often  put  in  the 
position  of  bully  by  the  press.  I  guess  it’s  the 
underdog  syndrome.  ” 

JOHN  PLUNKETT 
VIRGINIA  POWER 

Satiny  peg,  13 


A  maturing  market 

Information  center  (1C)  distribution  in  U.S.  IBM/ 
plug<ompatMe  mainframe  sites.  1985  and  1987 


next  issue 


November’s  Contputerwortd  Focus  on  personal  computers 
looks  at  changing  technologies.  Are  PCs  replacing  main¬ 
frames?  Why  go  with  an  IBM  Personal  System/2?  How  ef¬ 
fective  are  PC  users  groups?  Get  the  lowdown  on  these  and  other  topics, 
including  hypertext,  laptops,  cooperative  processing  and  microcomput¬ 
er  exotica.  Abo,  our  Special  Section  will  spotlight  what  some  of  the  big- 
name  vendors  are  offering  in  terms  of  connectivity.  Don’t  miss  it! 
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Has  IBM  made  the  grade  in  its 
“Year  of  the  Customer?” 


Your  customers  will  be  looking 
at  the  answers  on  November  18. 


IBM  declared  1987  to  be  the  Vfear  of  the  Customer.  But  does  the  Customer  agree?  Changes  and 
promises  were  made.  Which  promises  were  kept— and  which  changes  were  to  the  benefit  of 
the  customer? 

MIS/DP  and  other  information  systems  professionals  will  find  out  November  18  when 
Computerworid  Extra  publishes  a  report  card  for  Big  Blue.  And  this  special  issue  will  But  you 
in  touch  with  these  professionals.  Planned  topics  include: 


□f  IBMfc  Systems  Applications  Architecture  (SAA),  which  promised  to  address 
IBM’s  own 'compatibility  problems.  When  and  how  will  it  be  incorporated  into 
products  and  the  information  systems  environment? 

OTPS/2  and  OS/2:  Their  current  state  (and  problems)  have  been  well  documented, 
but  what  will  they  grow  into— and  has  IBM  truly  responded  to  customer  needs 
with  this  combination? 

□HBMls  newly  created  Applications  Systems  Division,  which  seeks  to  (among 
other  goals)  aid  non-IBM  software  vendors  as  they  develop  applications.  How 
far  along  is  it,  and  what  is  the  expected  effect  on  the  market? 

□TThe  products  released  in  the  Year  of  the  Customer  How  did  they  fare,  and 
when  will  the  next  products  become  available?  Which  are  in  the  distant  future— 
and  which  don't  have  a  future? 


How  successful  IBM  has  been— and  will  be— in  reorganizing  its  marketing/selling  approach  and 
responding  to  competitive  challenges,  is  certain  to  attract  the  attention  of  computer-involved 
professionals. 

If  you  market  IBM  or  IBM-compatible  products  or  services,  herels  an  outstanding  opportu¬ 
nity  to  reach  more  than  125,000  paid  subscribers  and  hundreds  of  thousands  of  pass-along 
readers.  Reserve  your  space  by  calling  Ed  Maredti,  Vice  President/Sales,  Computerworid  at 
(617)  879-0700.  Or  call  your  local  Computerworid  sales  representative.  This  Computerworid 
Extra  on  IBM  closes  October  16,  so  hurry! 


In  a  recent,  independent  survey,  4GL  users  were  offered  a  clear  choice 
of  4GL  features  and  code.  Overwhelmingly,  they  chose 
RAMIS*  Information  System  as  the  4GL  they  would  use. 


Impressive  results. 

Results  from  a  survey  of  4GI.  users  taken  by  an 
independent,  high  technology  market  research  firm 
reveal  that  4GL  users  want  RAMIS'  Information  System 
for  their  critical  busihess  applications 

RAMIS  code  was  the  unanimous  choice  for  clear, 
concise  logic  98%  of  the  respondents  chose  RAMIS  code 
over  a  competing  4GLs  code  that  performed  the  same 
complex  reporting  operation. 

94%  wanted  the  option  to  compile  4GL  code— 
RAMIS  is  the  only  4GL  to  provide  this  capability. 

94%  wanted  the  RAMIS  human-factored,  menu- 
based  architecture,  with  its  easier  access  to 
all  system  functions,  plus  expert  paths  for  more 
experienced  users,  in  contrast  to  competing  4GL 
syntax-oriented  interfaces. 

84%  wanted  a  more  efficient,  flexible  PC/4GL 
workstation.  One  that  would  provide  completely  stand¬ 
alone  PC  applications,  as  well  $  development  of 
programs  that  would  run  on  the  mainframe.  Only 
RAMIS'/PC  Workstation  does  both. 


Decide  for  yourself. 

Do  you  want  to  use  a  4CL  with  a  lot  of  overhead 
from  unstructured  code,  and  a  lot  of  under-utilized 
features?  Or,  do  you  want  a  solid  4CL  which  offers 
more  efficiency  and  ease-of-use  in  the  areas  that 
matter?  We  think  the  survey  clearly  revealed  what  4GL 
users,  the  people  most  familiar  with  4GL  strengths  and 
\  weaknesses,  want 


Send  for  your  copy. 

We  ll  send  you  a  booklet  that  summarizes  the  survey 
results  and  tells  you  more  background.  W  think  you’ll 
find  it  revealing,  and  helpful  when  you  decide  which 
4GLtouse. 

Clip  out  the  coupon  and  send  it  to: 

4GL  Survey.  Technology  Solutions,  High  Technology 
Marketing  Research,  33  Irving  Place,  New  York,  N.Y. 
10003. 

To  find  out  more  about  RAMIS  Information  System, 
or  to  arrange  for  a  free  30-day  trial,  call  or 
write  On-Line  Software  International,  Inc.,  TYvo 


Executive  Drive,  Fort  Lee.  NJ  07024.  Service  Bureau. 
VAR,  and  OEM  programs  are  available. 


800-6420177  :  • 

In  Canada:  4l6:671-2272/In  Europe:  44*1*631*3696 


m 


On-Line  Software  International 

.  Authorities  in  IBM"  Software 


l~Yes,  I'd  like  to  see  why  RAMIS  Won! 

1  Send  me  a  free  copy  of  the  4GL  Survey  Results. 


|  IBM  PCs  □  No  DYes 


RAMIS  Information  System.  The  4GL  Information  Management  System  for  All  Users 


